
Getting to “Yes!”

Patients not accepting treatment plans and only committing to what insurance covers? 
      Offering alternative treatment in order to ensure a “yes”?

Find yourself working more yet having trouble meeting overhead?

It would be ideal to gain our patients’ trust immediately, however, 
building solid relationships requires time, communication and an 
understanding of the individual’s needs, means and values. From 
initial phone call to discussion of treatment through closing the sale, 
learn each team member’s role in ensuring a good first impression.

Dr. Black shares the systems necessary to create an effective new patient 
experience. Understand the role of the designated treatment coordinator, 
who provides continuity of care from beginning to end, ensuring 
successful handoffs and aiding in the acceptance of treatment. Explore 
methods which help the patients afford and accept treatment. Learn 
how to motivate patients to schedule before they leave the office.

Incorporate these time-tested tools and techniques into your practice 
and set yourself up for successful consultations and increased 
treatment acceptance and production.

LEARNING OBJECTIVES

• Gain a system for creating lasting good impressions, improving treatment acceptance and increasing productivity

• Evaluate your present system of patient intake and exam

• Explore a method of capturing the necessary information needed for comprehensive treatment planning

• Develop skills for building trust between doctor and new patient

• Determine the importance of the Art of the Close in treatment acceptance

• Understand the essential role of the treatment coordinator, including mindset and skill set

• Establish the value of a written treatment acceptance plan

• Learn how to utilize these principles to reactivate recall patients

Suggested Format: Workshop, Lecture — Up to 4 hours 
Suggested Audience: Dentist and Team Members

David Black, DDS
(540) 354-2181

David@Pinpoint-Dental.com
www.Pinpoint-Dental.com

The four elements of emotional intelligence are: knowing self, understanding and 
controlling your emotions, knowing others, and managing your relationships.  
We will explore each of these to see how self-improvement in each of these areas 
will lead to better leadership, better interaction with your clients and financial 
success in your dental practice.

We will explore how using the DiSC personality profiles can help in several 
of these areas and how learning the behaviors of a successful team and the 
application of those principles will lead to a highly successful practice.  An 
integral part of this is building trust, learning how to have productive conflict 
resolution, building team accountability and gaining commitment from your 
team members.

I will address how applying EQ principles to the sales process in dentistry will 
result in an intentional and focused approach to learn about a patient’s needs, 
priorities, and timing when making treatment decisions.  I will discuss how a 
patient’s awareness and readiness, including the correct “fit” of time and ability 
to proceed can be tailored to do the appropriate dental work for the patient at 
any given time.

It is always appropriate to tell a patient what their best course of treatment 
should and could be, but knowing how to interpret what is the appropriate 
treatment today is a skill that takes many more factors into consideration.  This 
helps the patient feel “right” about their decision, and you may proceed at a rate 
that they can afford and feel good about.

Dental EQ: Leadership Skills For A Successful Dental Practice

“Emotional intelligence drives your ability to be a leader”
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The four elements of emotional intelligence

How improving each of these four areas will make you a better leader

How improving each of these will make your practice more profitable

How using DiSC personality profiles can help you know yourself and your team better

The behaviors that will help your team be more cohesive and productive

How focusing on a patient’s needs and priorities will increase treatment acceptance

The concepts of awareness, readiness and fit as applied to treatment acceptance

How to decide what treatment is appropriate and when a patient is ready to proceed

Suggested Format: 45-60 minute Keynote, 3-4 hour Lecture
Suggested Audience: Doctors and owners, Office Managers, and HR directors   


